RETAILER 


DEALER 
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WE SPECIALISE IN EVERY DESCRIPTION OF 


X-RAY AND ELECTRO-MEDICAL APPARATUS 


The “Vio” Portable High-Frequency 
Set. Model 1. Universal Voitage. 


£3 10 O Complete 


The “Sunbeam” Portable Carbon Arc Lamp for 
Uitra-Violet Radiation. For Home Use on A.C. or 
D.C., 100-250 V. 


Price Complete, £6 6 0 £8 10 O Complete 


The “ Viofrex” Portable High- 
Frequency Set. Universal Model. 


-- AND... 


WRITE FOR LISTS 
TRADE DISCOUNTS 


THE 


Cox-Cavendish Electrical Co. ‘it5? 


Specialists in X-Ray, Electro-Medical and 
- Artificial Sunlight Apparatus 


Lamp for ultra-violet Radiation. 105, Great Portland Street, London, W.1 
Universal Voltage. “ Bristow " Faradic Coil. 
£2200 Complete for D.C. "Phone: LANGHAM 1145 (2 lines) £6 00° 


WHO MAKES IT? 


If you are in doubt as to the maker of any electrical appliance of which 
you only know the trade name, consult * The ELECTRICAL 
REVIEW TRADE NAMES SUPPLEMENT,” published 


quarterly with the “Electrical Review. ' 
PRICE EIGHTPENCE. POST FREE. 


THE ELECTRICAL REVIEW, LTD. 33 3 4, LUDGATE HILL, E.C.4. 
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“PERCO” 


The Wonder Wash Boiler. 


Under test the ‘“PERCO”’ has 
proved to be a most successful and 
efficient wash boiler for washing 
clothes, and has many advantages as 
a general purpose water heater. 


Full particulars can be 
obtained on application. 


THE JACKSON ELECTRIC STOVE CO. LTD., 
LONDON, S.W.1. 
COOKELEC, PHONE, LONDON.” 


143, SLOANE STREET 
Telephones: VICTORIA 8009, 8010 Telegrams: “* 
WORKS: LUTON, BEDS. 


The Cleaner that pays—all ways. 


The Dealer can sell no better Cleaner 
than the ALL-BRITISH. B.V.C. 
“TURBINET.” is guaranteed to 


give your customers every satisfaction. 


B.V.C. 


TURBINET 
Electric Cleaner 


Write for full articulars and terms. 
It is the finest British Cleaner on the 


market—and will pay you handsomely. 

(Dept. T. 48), 
THE BRITISH VACUUM CLEANER & ENGINEERING Co. Ltd. 
PARSONS GREEN LANE, S.W.6. 


Copper, 10-gallon capacity, 
3 K.W. loading 


£7 10 0 


Galvanised Iron, ditto, ditto 
£5 10 0 


BOOKS OF INTEREST 
TO THE RETAILER. 


THE PRACTICE OF ELECTRICAL WIRING. 
D. S. Munro. 
Electrical Review, Ltd. 


5/- net. 5/4 post free. 


ELECTRICAL ESTIMATING FOR INDUSTRIAL 
LIGHTING INSTALLATIONS. 
J. C. Connan, B.Sc., A.M.I.E.E 
E. & F. N. Spon, Ltd. 12/6 net. 12/10 post free. 


BROADCAST RECEPTION IN THEORY AND 
PRACTICE. 
J. L. Pritcuarp. 


Chapman & Hall, Ltd. 


ELECTRICITY FOR EVERYBODY. 
R. Bortase MatrHews, Wh. Ex. 


Electrical Press. 7/6 net. 7/10 post free. 


8/6 net. 8/10 post free. 


ULTRA-VIOLET RAYS IN THE TREATMENT 
AND CURE OF DISEASE. 
Percy M.R.C.S. 


Wm. Heinemann (Medical Books), Ltd. 


7/6 net. 7/10 post free. 


THE ELECTRICAL REVIEW, LTD. 


4, Ludgate Hill, LONDON, E.C.4. 
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Supplement to the EvecrricaL Review, March 25th, 1927. 


The Electrical 
and Dealer. 


OFFICE: 4, LUDGATE HILL, LONDON, E.C.4. 


Telegraphic Address: ‘* Ageekay, Cent., London,” Telephone No.: Central 7072 (Three Lines). i 


All communications to be addressed to The Electrical Review, Limited. 


Vol. I. No. 2. MARCH, 1927. 


Notes and Comments. 


The “ Retailer's ” Reception. 


Various congratulatory communications have reached 
us welcoming the appearance of the first number of the 
ELECTRICAL RETAILER Supplement of the ELrcrricaL 
Review. One of these letters says: ‘* We believe that 
there is plenty of room for such a paper, as we ourselves, 
although we are electrical contractors, perhaps the 
oldest in this town, also do a 


Novelty in the Shop Window. 


Have our readers who possess a fair-sized shop- 
window considered the value of that space for making 
a ‘‘live’’ show? It is well at times to break away 
from the regular display of many products and demon- 
strate one line effectively by means of an exhibit in 
motion. Let us indicate one line that suggests possi- 

bilities of immediate popu- 


very considerable business in 
selling electrical apparatus 
and fittings in a department 
quite distinct and separate 
from our contracting section.”’ 
well-known manufacturer 
describes it as ‘‘ an excellent 
supplement.’’ The Electrical 
Contractor, which is_ the 


Selling Electric 


Contractors’ Association, in 


NOTES AND COMMENTS: 
The Retailer's ’’ Reception. Novelty in the 
Shop Window. Electric Health in the Home. 
Things Seen at the British Industries Far. 
Refrigerators. The Fire electric light baths and 
Buyer. Stocks for Display. Plan a Selling 
ai mn! Sho 


Appreciated. Your 


larity and profit if there are 


CONTENTS. no half-measures adopted. 


The various  electro-medical 
apparatus that we have des- 
cribed—ultra-violet ray and 
high-frequency appliances— 
also electrical vibrators, even 


eabinets, would make a very 


The “Live” Man is attractive ‘‘working’’  ex- 
Local Advertisement. hibit. The imagination of the 


announcing the RerarLer, ex- 
presses its indebtedness to the 
ELectricaL Review for its 
cordial and informative refer- 
ences to the E.C.A. ‘‘in a 


Electro-medical Appliances. 


CONTRACTORS AND RETAILERS, by 


H. J. Miles, Pres. of the E.C.A. 


THE WRITING ON THE WALL, by V. W. 


reader may be permitted to 
run riot conceiving the deli- 
cate costumes of a dainty lady 
to be subjected before the 


Dale, Business Manager of E.D.A. spell-bound gaze of the general 
ELECTRO-MEDICAL APPARATUS (illus.) public to treatment for 
PRACTICAL ADVERTISING FOR THE neuritis or some other of the 


publication destined for very 
wide distribution among all 


branches of the trade,’’ and 
the president of the Associa- 
tion, Mr. H. J. Miles, has sent 
& very timely message to Re- (illus. ) 

tailers, which appears on an- NEWS ITEMS 
other page of this issue. We 


RETAILER (illus.), by V. Hyde. 
KELVINATOR REFRIGERATORS (illus.) 
SELLING LINES FOR THE RETAILER 


ills that are so prevalent and 
amenable to treatment in the 
household. The apparatus it- 
self and its detailed parts, the 
comfortable conditions under 
which it may be applied—even 


commend to the attention of ar 
readers the interesting article written by Mr. V. W. 
Dale, the Business Manager of E.D.A. 


For the information of any readers of the present 
issue who may not have received copies of the February 
Supplement we may say that we have retained in stock 
a number of copies of the February issue, which can 
be forwarded on receipt of either threepence in stamps, 
or an order for a year’s subscription (3s.). 
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the relief of the ‘‘ patient,”’ 
could all be so shown as to excite and spread a public 
interest which would be sure to bring grist to the elec- 
trical retailer’s mill. 


* * * 


Electric Health in the Home. 


Whether or not every other class of product should be 
cleared out of the window for the period of the Electric 


| 
| 
_ 
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Health at Home campaign must depend upon the local 
circumstances. In few cases should the general line of 
trade be interfered with if the whole accommodation 
were thus occupied for a few days, but there are always 
artistic and attractive electrical articles which can be 
efiectively or at any rate unobtrusively made to fit in 
with this kind of ‘‘live’’ picture. Those who have 
double-fronted shops are not concerned with this aspect 
of the proposition. The public is always ready to spare 
time to look at moving displays in shop windows, 
especially when they possess novelty and originality. It 
has been so since our early childhood—as compelling as 
the favourite Punch and Judy shows. Within half-a- 
minute’s walk of the offices of the ELectrricaL REeTarLer, 
even as we write these notes, there are two shops around 
which crowds stand grouped. One is a section of the 
window of a big drapery where a moving model shows 
some dear old ladies knitting at table with such 
and such a make of wool the while tea is served 
and conversation runs on freely. The other is the 
window of an electric lighting company, where the show- 
room staff within are taking an electric vacuum cleaner 
to pieces, putting it together again, and demonstrating 
its carpet-sweeping capabilities. Imagine, then, the 
interest of husbands whose wives are afflicted with 
neuritis or rbeumatism, of wives whose husbands and 
daughters suffer from nerves, and of everybody who has 
anything the matter with them, in seeing these un- 
familiar electro-medical devices and learning how to 
apply them themselves in their own homes for the relief 
of their own kith and kin. By co-operating with the 
makers of the apparatus along proper lines, a good 
business should be possible at so small an expenditure 
as to produce a good profit if the location of the effort 
be right. 
* * * 


Things Seen at the British Industries Fair. 


At first blush the retailer might think that the British 
Industries Fair was not his concern, but he would be 
wrong. Of course, though the show is not primarily 
run for his benefit, there is a lot for him in it. This 
year, especially, there were a large number of items of 
interest to the retailer, and though Birmingham seems 
a long way off to the Southerner, it is within easy reach 
of hundreds of towns, and a day spent there is well 
spent. Still, those who didn’t go will have to wait 
until next year, and in the meantime we introduce to 
their notice, in another part of this issue, several lines 
which were on view there and which seem to us to possess 
sales possibilities. 

At both the London and Birmingham Fairs there 
were many electrical novelties displayed, and some of 
these we have selected for description. 


* * 


Selling -Electric Refrigerators. 


The smallest contractor or retailer should not be 
unmindful of the opportunities that are open to him 
for doing a more than usually substantial piece of 
business at times. While it is necessary to pay proper 
attention to bread-and-butter lines and and get together 
a good connection of regular customers for everyday 
and renewal lines—lamps, glassware, batteries, wire- 
less components, and so forth—it is important to get 
out of the rut occasionally by pushing among a selected 
list of residents and shops the larger-priced pieces of 
electrical equipment. Let us select the largest indi- 
vidual article as an example. It takes many small 
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separate sales of ordinary goods to the average house- 
holder to yield a few pounds profit, but one order for an 
electric refrigerator will bring in a substantial sum. 
Such orders are to be obtained—there is no question 
about that, and retailers in most small towns should 
tind it worth while nursing some shopkeepers in their 
area, educating them by word of mouth and by means 
of the available publicity literature, regarding the 
equipments that are on the market to enable them to 
prevent wastage of their food and other stores now 
that the new Food Regulations prohibiting the use of 
preservatives have been, or are being, put into force. 
Some contractors have spoken in very gratified terms 
regarding the results of this new addition to their 
business, and small electrical traders should seize the 
opportunity for appealing with this most up-to-date 
line to prominent residents in their towns or outside 
them; country houses and mansions, too, they might 
tap from their little shop. 

A neat illustrated list and an accompanying letter 
to selected names and addresses might lead to very 
useful inquiries. The fact that Johnson was offering 
anything so modern as an electric refrigerator would 
enhance his reputation and bring him other business 
too. Let it be remembered that under the new con- 
ditions the refrigerator is not merely a hot-weather 
device—it is needed all the year round. 


* * * 


The Fire Buyer. 


Another very profitable line for special customers is 
the electric fire. This is essentially an apparatus for 
use in the springtime and the autumn in average 
households, so the subject is quite topical just now. 
How often it has happened that a drab, more or less 
impecunious-looking customer has entered a showroom 
or shop to inquire concerning electric fires, and the 
attendant who excusably began the discussion with the 
impression that the cheapest bowl fire would meet the 
case, has gradually found that all things are not what 
they seem, the aforesaid inquirer really being a person 
of means anxious to secure the best and most artistic 
piece of electric fire work on the premises. We could 
cite such a case where, instead of a 20s. or 30s. order, 
the purchase was for between £20 and £30. And it 
was paid for in cash, too! The fancies of people when 
they are really interested in electrical appliances some- 
times make them substantial customers. 


* * * 


Stocks for Display. 


The very small business that cannot keep a varied 
stock is, of course, handicapped in doing such casual 
business, when compared with the large store, but even 
the smallest man can interest a special class of resident 
if he canvass with attractive literature. The bigger 
business houses in fairly large towns where reputations 
have been well established should have no difficulty 
in arranging with the manufacturers for effective 
refrigerator exhibits and large and varied fire displays. 
Electrical manufacturers have immense sums _ locked 
up in stocks of goods spread all over the country, 
they have to exercise careful discrimination, but the 
trustworthy retailer who is really earnestly out for 
business and paying his way will find them ever ready 
to accommodate him with assistance in demonstrating 
either electric fires or refrigerators or any other lines, 
subject to reasonable safeguards. 
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Plan a Selling Campaign of Your Own! 


Electrical contractors and retailers are not over- 
pleased at the competitive activity of some of the big 
suppliers of household electrical appliances. In some 
areas such concerns have organised elaborate house-to- 
house canvassing schemes under which agents of both 
sexes Offer to give demonstrations of the article that they 
have for sale to the mistress of the house. They tell 
of the success of their campaign in a neighbouring dis- 
trict, talk very fluently regarding all sorts of things 
relevant and irrelevant, but come round at last to the 
reasons why they are able to charge a low price and 
deliver themselves enticingly regarding the merits of 
the so-much-down and so-much-a-month system just 
as the pre-war pedlar pushed his sales of sewing ma- 
chines and watches amongst poor folk and servants. 
We are not belittling the importance of the part-pay- 
ment principle; there is much to be said in its favour 
when it is properly conducted; it undoubtedly has a 
place in electrical development, but it can be carried too 
far—indeed, some of the soundest economic and finance 
experts in the States hold that it has been carried to the 
point of danger there. Trade, instead of being firmly 
based, is on stilts, and a push of more than ordinary 
violence might easily bring about catastrophe. But 
why is there this house-to-house visitation epidemic in 
parts of this country? Is it that the big suppliers 
feel that the existing retailers and contractors are not 
pushing the sales of their products energetically 
enough? That in part is possibly the explanation. 


* * * 


What Should a Small Man Do? 


Now what is the best course for the retailer to adopt 
when he finds what he has come to regard as his pre- 
serves overrun by a powerful competitor? Is he to 
give up the case as hopeless and let an increasingly 
promising class of business pass him by for the want of 
an effort? We suggest that by doing so an excellent 
opportunity will be thrown away. After all, every can- 
vasser—unless he be a fool (and which of the big con- 
cerns will put its money on such ?)—as he goes from door 
to door talking up and demonstrating some electrical 
appliance or other is helping the spread of electrical 
interest, and making business for somebody sooner or 
later. He is doing useful propaganda work. Here and 
there he may secure an order at once; some of his calls 
secure inquiries later by post; but in the majority of 
cases he will be preparing the ground electrically for 
those who follow after—perhaps soon, perhaps later. 

Surely here the local retailer silencing his anathemas 
upon the head of the ‘‘ interloper ’’ may find his oppor- 
tunity and use it. Let him prepare a brightly illus- 
trated folder and, as the enterprising local man, drop 
his own seed into the soil now made fertile. The cost 
of a little creditably produced publicity literature of 
this class is not great, and a week or two spent perhaps 
personally, perhaps by an assistant (existing or specially 
engaged), would be an effort well worth the making. In 
most areas such a circularising or visitation—intensive 
and concentrated for just long enough to make it the 
talk of the town—would bear abundant fruit. 


* * * 


The “Live” Man is Appreciated. 


One of the direct effects of this sort of local campaign 
is to bring inquiries and orders for electrical articles 
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other than the special class of appliance which it was 
originally designed to sell. If it produces sales of 
any kind whatsoever, it is all to the advantage of 
the retailer’s business. The effect of a little ‘‘ noise ”’ 
sited to the residential character of the neighbourhood, 
may last for some time. The public likes the man 
who pushes—if he does it inoffensively—and his 
reputation and sales are advantaged, sometimes at 
once and generally in the long run. But he must 
discreetly play up to, or down to, the particular class 
of residents whom he hopes to interest. 


* * * 


Your Local Advertisement. 


There is one other point concerning local campaigns 
upon which we may touch. We have frequently heen 
surprised at the want of originality of some local 
electrical traders, in the preparation of their advertise 
ments in the local newspapers. It is so easy to he 
1uonotonous and uninteresting in an advertisement, to 
stress the wrong words, to use the wrong type, to leave 
out the suitable illustration which would have caught 
the eve. Generally speaking, it is not expensive to 
advertise in the local press, but when space ts being 
paid for, however cheap it may seem to be, it may be 
throwing money away unless the best use is made of 
the space. Let the name and address be plainly printed 
of course, but on no account in these days when every- 
hody who counts for anything is coming on to the tele- 
phone, leave out vour ‘phone number. Print it in big 
figuring, and if you are doing contracting work, say 
that you are available at any hour of the day or night 
if you intend to be. Read an article by Mr. V. Hyde, 


appearing on a later page of this issue! 


* * * 


Electromedical Appliances. 


In our February issue we drew attention to the excel- 
lent prospects of profitable sales awaiting the retailer 
who meets the public demand for home treatment with 
electromedical appliances of yenuine therapeutic value, 
and printed an instructive article on ultra-violet radia- 
tion, explaining for the benetit of the salesman the pro- 
perties and uses of ‘‘ artificial sunlight ’’ and describ- 
ing a number of the special types of lamp that have 
been devised for the use of the householder. In the 
present issue we deal with high-frequency treatment 
(often miscalled ‘‘ violet-ray treatment) on similar 
lines, and illustrate further examples of the appliances 
employed, in addition to those included in the previous 
issue. These two classes of electromedical apparatus 
are the most novel and interesting of their kind; but 
they by no means exhaust the possibilities of this branch 
of business. Vibratory massage apparatus are now 
made in very handy and attractive patterns; the appli- 
cation of light and heat by electric lamps, or ‘‘ radiant 
therapy,’’ is an old-established process which of late 
has come into renewed favour, as remarkable results 
have been obtained with this treatment; hot-air douches 
also have therapeutic value, besides being constantly in 
use for drying hair, photographic plates, &c.; and 
electric compresses or heating pads take the place of the 
primitive hot-water bottle, both for medical treatment 
and for bed-warming. With such things as these we 
hope to deal in later issues, as space permits, and we 
strongly recommend the retailer to give immediate 
attention to this lucrative trade. 
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Contractors and Retailers. 


By H. J. MILES. 


President of the Electrical Contractors’ Association, Inc. 


S President of the Electrical Contractors’ Asso- 

A ciation, I was indeed gratified to read the open- 

ing paragraphs in the first number (February, 

1927) of your Supplement, Tue Exvecrrica, 

anp Deaer, and desire to emphasise the essential busi- 
ness truth of your main theme. 


It has been demonstrated up to the hilt that the 
members of a particular craft or trade must “ get 
together ’’ and work together if reasonable business 
security and a fair measure of general prosperity are 
to be achieved. 


In the early days of the electrical industry—thirty 
years ago, shall I say—electrical contractors and _ re- 
tailers were not organised on a national basis. There 
were local organisations, local ‘‘ Electrical Masters’ 
Associations,’’ attempting to regulate electrical business 
affairs; but it was quickly discovered that an isolated 
position is a very weak position, and that national 
organisation represents an essential factor in local, as 
well as general, progress. 


Since these early days the Electrical Contractors’ 
Association has provided that national organisation for 
installation engineers, and has conferred very material 
benefits on all its members. It is a simple fact that, by 
taking advantage of the trading, insurance, and othe 
agreements provided by the E.C.A. for its members, 
all reputable installation men—‘‘ small’’ men as well 
as ‘big’? men—may secure, in proportion, a larger 
cash return from the Associaliun than the sum-total of 


* 


their annual contributions to the whole organisation. 
In one sentence, E.C.A. membership is a paying pro- 
position. 

Such is the central achievement of the Electrical Con- 
tractors’ Association for its ‘‘ contractor members ”’ ; 
and, as you point out, the declared policy of my organi- 
sation is to achieve similar trading benefits for all reput- 
able electrical retailers who realise that union is strength 
and appreciate the need to place and maintain the trade 
on a sound and equitable basis. 

At the present moment the retail sale of electrical 
apparatus is very largely in the hands of electrical oon- 
tractors—in the hands of firms who regard installation 
work as their principal raison d’étre. On the other 
hand, my Association’s ‘‘ Trading Policy ’’ recognises 
that the growing use of electricity for all purposes will 
encourage the opening of shops and showrooms for the 
simple retail sale of electrical equipment in general. 

It is precisely for the benefit of these traders that you 
have published the RETAILER AND DEALER, 
and it is to these same traders that I would commend 
the Electrical Contractors’ Association as an old-estab- 
lished and recognised source of trade protection, 
development, and security. 

In the same spirit I would extend a cordial invitation 
to all electrical traders to place themselves in touch with 
our organisation at 15, Savoy Street, Strand, London, 
W.C., and thus to become personally acquainted with 
our material achievements of the past, and learn some- 
thing of our extensive development plans for the future. 


* 


The Writing on the Wall. 


A W.O.B. Lesson to the Retailers. 


By V. W. DALE. 


Business Manager of the British Electrical Development Association. 


view of the writer, stand out significantly and 
demand the active attention of Electrical 
Retailers ; they are: — 


A MONG the events of the last six months, three, in 


(1) The happy emergence of the nation from the stag- 
nation produced by continuous threats to our 
industrial liberty culminating in the disastrous 
coal stoppage of 1926. 


(2) The setting up of the Central Electricity Board— 
the first result of the passing of the Electricity 
Supply Bill, and the proposed re-organisation of 
the Electricity Supply Industry. 


(3) The W.0.B. (E.D.A.-E.L.M.A.) Campaign. 


The Electrical Retail Trade might well regard these 
three events as ‘‘ the writing on the wall ’’; space will 
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allow only a brief examination of the one with which 
the writer has been closely associated. 


There can be no doubt now that W.O.B. has success- 
fully bridged the gap that has existed (with a few not- 
able exceptions) between Electrical Retailers and the 
general public. It has taught us the proper way to 
make contact: it has proved in the most practical way 
that if we only make it possible for our women to appre- 
ciate the value of electricity and electrical appliances 
in their homes, it can be safely left to them to see that 
they get both; such an ambition, however, demands 
something with far more vision and more punch in it 
than our rather anemic efforts at shop-keeping. The 
W.O.B. Campaign shows us very clearly that mere shop- 
keeping is totally insufficient to move public opinion 
along our own lines of thought. 
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This, at all events, is the lesson that I have learned 
during the last six months :— 


Development in the Electrical Industry has been 
seriously hindered by a persistent presupposition that 
the machinery of modern merchandising is not readily 
adaptable to electrical selling, and that in any case the 
public will not react to it sufficiently to make it worth 
the Retailers’ time and expenditure. Canvassing for 
business has been generally regarded as a means of 
economic suicide. I may be narrowly informed—I hope 
that I am—but quite a number of men have from time 
to time endeavoured to assure me that a Showroom is a 
millstone around the neck of the man who has the 
temerity to embark upon such a foolish enterprise. The 
point of view is reflected in the fact that there are many 
towns in this country with populations of over one 
hundred thousand and possessing only one or two 
Electric Shops or Showrooms: there is at least one town 
with a much greater population, vet not possessing even 
one retail showroom. 


Who suggests that British people will not react to 
any intelligent and weighted effort directed towards 
them ? 


Consider . ** Mustard Club ’’—‘‘ Froth Blowers ”’ 
—‘*‘Community Singing ’’—any reaction? But some- 
one will reply ‘‘ these are mere frivolities and are not 
comparable with our own case.’’ Well, how about 
W.0.B.?—nearly a million people have been persuaded 
to go into Electric Shops (when they were able to find 
them) and demand the competition book, a severe test 
in all conscience. yet the writer does not hesitate to say 
that the reaction would have been nearer three millions 
if there had heen as much weight as intelligence in the 
effort. 


Take another example: a dozen Contractors in a 
South Coast town, together with the Supply Company, 
recently opened a Demonstration Electric House. Day 
by day an important local paper gave column upon 
column to the effort—day by day over a thousand towns- 
people swarmed into the house—interested, inquiring, 
buying. Any reaction? Not only in this seaside town 
—similar results have been recorded in nearly one 


THE ELECTRICAL RETAILER AND DEALER. 


Supplement to the 
EvecrricaL Review. 


hundred districts spread all over the country. Up to 
date 89 of these W.O.B. houses have been opened, and 
in no single instance has the public failed to react to 
the efiort. Only a few days ago the writer saw actual 
sales efiected in five minutes in one of these houses 
sufficient to pay the entire cost of running it for one 
day. 


Surely one of the principal lessons we have to learn 
from the W.O.B. Campaign is this: Electrical Retail- 
ing needs vastly more points of contact and vastly better 
contact with the public: especially as affecting electrical 
development in the home. It needs more vision, more 
breadth and depth and comprehensiveness in preparing 
selling schemes, more dynamic force in pursuing them ; 
less display of silk and lighting millinery in our electric 
shops, and more demonstrations and educational service 
in their place. Ours is an ultra-modern business: it 
cannot be worked with old-fashioned tools. Electric 
shops and electric salesmanship need modernising to the 
last degree. We must also offer the public sound pro- 
positions only. Familiarity with supply conditions 
and rates and charges in force is quite indispensable. 
If we have any doubt about the practicability or 
economy of any application, or appliance, let us first 
try the thing out ourselves and gain conviction. Con- 
sistent and continuous expansion depends upon seeing 
that the public get a square deal every time: this 
demands a ready appreciation of the affinity of our 
interests which has been stimulated by the W.O.B. 
Circles. 


Unquestionably this is Electricity’s Day in the minds 
of the people. Vast business has been proved to be 
actually within our grasp. The industrial awakening 
of the British public and increased spending power on 
the one hand; the labours of the Central Electricity 
Board on the other, will together, it is hoped, provide 
the means for bringing this potential business to 
fruition. The urgent question at this time is this: 
will the Electrical Retail traders who have nursed the 
business for the last three or four decades fail to take 
the fullest advantage of the opportunities? If so, 
nothing is more certain than that enterprising oppor- 
tunists will come in and snatch the bountiful harvest. 


Electromedical Apparatus for the Home. 


High-Frequency Current Apparatus. 


HE fact that whilst alternating currents at 

| moderate frequencies passed through the body 
cause violent muscular contractions, and the 
sensation of pain, much larger currents at very high fre- 
quencies produce no such contractions, and are scarcely 
felt—except for the sensation of warmth—was first 
demonstrated by Nikola Tesla many years ago; 
d’Arsonval made practical use of this discovery for 
therapeutic purposes, employing very high pressures 
and very small currents, in the form of a “‘ brush dis- 
charge’’ between an electrode and the body of the 
patient, or of a conductive electric oscillation in the 
tissues when the electrode was applied to the skin. In 
recent years the latter mode of treatment has been 
widely used, with highly beneficial results; and as it is 
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free from risk of ill-effects, it has been introduced into 
the household and has already acquired an extensive 
vogue. 


High-frequency currents are most readily generated 
by the use of an oscillatory circuit connected in series 
with a spark gap, as in the production of Hertzian 
waves; the circuit consists of condensers in series with 
an inductance coil and the spark-gap, as shown in 
fig. 1. When a sufficiently high pressure is set up be- 
tween the plates of the condensers by means of an in- 
duction coil, the gap breaks down and permits a dis- 
charge to take place; the electricity thus set in motion 
surges to and fro across the gap, at a frequency which 
is determined by the capacity of the condensers and the 
inductance of the coil, until its energy is attenuated by 
conversion into heat so far that the voltage is insuffi- 
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cient to enable it to bridge the gap. The capacity and 
inductance are so chosen that this oscillatory discharge 
has a frequency of many hundred thousand cycles per 
second ; for this purpose very small values are given to 
the capacity and inductance. The induction coil used 
for charging the condensers can be operated with either 
d.c. or a.c., a vibrating interrupter being inserted in 
the primary circuit, with means for regulating the in- 
tensity of the current. A transformer is provided to 
raise the voltage to some hundred thousand volts; it may 
take the form of a secondary coil wound over the 
inductance coil in the oscillating circuit, as in fig. 1, 


| | 
Fig. 1. Fig. 2. 


8G, spark gap; cc, condensers; P, inductance coil, acting as 
primary of transformer; s, secondary coil. 


or the secondary may be an extension of the inductance 
coil itself (fig. 2). 

The high-frequency currents, or oscillations, obtained 
in this way are applied to the patient by means of 
hollow glass electrodes containing gas at very low pres- 
sure, which when traversed by the current becomes 


* 


The Arnold H.F. Generator. 


This apparatus is contained in a mahogany case of 
special design, with provision for its use on circuits of 
high or low voltage, and includes three applicators, 
two of which are shown below; the latter are made 


Surface Electrode. 


Rake Comb. 


of special glass, which contains no element injurious to 
the skin, and in addition a large variety of special 
applicators is available. (Messrs. John Bell and 
Croyden, Ltd., incorporating Arnold & Sons, 50-52, 
Wigmore Street, London, W.1.) 
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luminous, of a violet tinge. The name “‘ violet-ray ” 
has thus become attached to this class of apparatus, 
perhaps through some mental confusion with the 
‘‘ ultra-violet ray’’; but it should be clearly under- 
stood that the so-called violet ray has nothing what- 
ever to do with ultra-violet rays, or with the operation 
of the high-frequency apparatus—it is merely inci- 
dental to the construction of the ‘‘ applicators ’’ and is 
of no more importance than the colour ef the box in 
which they are packed. It is preferable to use the 
term ‘‘high-frequency treatment’’ and to make it 
clear to purchasers of the apparatus that it has nothing 
at all to do with ultra-violet rays (which are invisible). 


The apparatus is made in many forms. Sometimes 
the whole of the parts are housed in an ebonite case 
which serves as the handle, into which the applicators 
are inserted. More usually the generator is contained 
in a small cabinet, together with the necessary switches, 
regulators, &c. 


The effect of high-frequency treatment is to stimulate 
the circulation of the blood in the neighbourhood of the 
part that is treated, to soothe pain, and to reduce blood- 
pressure. It is particularly useful in cases of neuritis, 
neuralgia, sciatica, and other affections of the nerves, 
and is strongly recommended for rheumatic complaints, 
such as lumbago and arthritis. It is also claimed that 
certain diseases of the skin, falling of the hair, &c., 
are amenable to high-frequency treatment. 


In our February issue we included some examples of 
high-frequency apparatus for home use; others are 
illustrated herewith. 


* 


The “VioRay” H.F. Apparatus. 


Users of high-frequency apparatus soon notice that 
ozone is generated when the apparatus is in operation ; 
and special electrodes are available which increase the 
output of ozone and enable it to be inhaled. The 


**VioRay accumulator model ’’ (which is specially de- 
signed for operation off the 6-volt storage battery used 
with wireless receiving sets) contains, in addition to the 
usual electrodes, &c., an ozone generator, the external 
apertures of which can be seen in the accompanying 
illustration. (1. G. Hawkins & Co., Ltd., 30, Drury 
Laue, W.C.2.) 


E 
r 
b 
a 
a 
P 


is 
ir 
tc 
ir 
cE 
. 
cu 
( 
at 
= ex 
= 
an 
°F 
ad 
let 


e- 
od 
he 
al 
ng 
ry 


March, 1927. 


THE ELECTRICAL RETAILER 


AND DEALER. Ge 


nical Revirw. 


Practical Advertising for the Retailer. 


I.—An Intensive Local Campaign to Sell Domestic Appliances. 


By VICTOR HYDE. 


tising directed to the user, and despite also 

the very considerable interest stimulated by the 
Electric Home competition, there is not an electrical 
re-seller in this country to-day who is handling all the 
business he could do. Indeed it is at all times an 
axiom of retail selling that the trade being done over 
any one period and the maximum turnover which is 
possible, are two separate and distinct quantities. It is 
well that it is so, for it provides that incentive to go 
out for more sales which is so necessary for the con- 
tinued welfare of the dealer side of the industry. 


Dine the combined E.D.A.-E.L.M.A. adver- 


To lessen the sales gap which I have indicated, there 
is everything in the retailer’s favour: the average user 
and potential user of a domestic electrical service to- 
day, has something more than an elementary smatter- 
ing of electricity as a general home servant; we have 
to thank the E.D.A. for that. Any localised campaign 
instituted by the dealer, coming on top of this. 
capitalises a wave of real interest amongst the very 


local mailing list of users, and a separate letter for 
non-users, essaying to get their houses wired. (3) 
Adventitious methods, as theatre and kinema pro- 
gramme advertising, again with reservations. 


To cover the ground there should be included both 
window lighting and window display ; as, however, these 
are outside the province of an advertising campaign pure 
and simple, it will suffice to say here that window light- 
ing (to sell light, which is the foundation of illimitable 
other sales) should be on the reflector principle of top- 
lighting, and that the display in the window should 
concentrate upon the showing of a selected dozen or 
so domestic electrical appliances, with the uninspiring 
if attractive lamp carton, and also shades, relegated 
to a secondary position. From the very commencement 
of the campaign, these points—light and display— 
must receive the dealer’s earnest attention, and, in their 
effects, support, not let down the advertising. The 
window space must be made to pull its full weight in 
the selling game. 


The 


Electric 
Home 
is so 


The 
Home 

of 

Your 
Dreams. 


| YOUR NAME AND ADDRESS. | 


A Free Demonstration awaits you to-day ! 


| YOUR NAME AND ADDRESS. | 


Youy future Electrical Supplsers. 


[yoUR NAME AND ADDRESS. | 
Call and ask for a free Demonstration. 


Fig. 1. 


Fig. 2. 


Fig.3. 


Housewives are amazed at the simplicity of ele: 

trical appliances about the home. ‘ou merely 

connect with the nearest lampholder or walliplug, 

and the current does the rest. t’s so utter!y 
simple—and so safe. 


light—is done electrically 


‘ 


classes who are the dealer’s ‘‘ prospects *’ and future 
customers: the uphill work is already largely accom- 


plished. 


Having postulated the necessity for the local sales 
attack, how are we going to tackle the job? How much 
money is to be spent? Over what period will it be 
expended? In what channels will it be invested? 


A common plan is to allocate 5 per cent. (about) of 
annual net profits to advertising account. An annual 
appropriation of £52 is a convenient round sum, which 
may be within reach of all. 


The answer to the last question is (1) newspaper 
advertising, with reservations which follow. (2) Sales- 
letters at regular intervals to a 100 per cent. efficient 
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The home where every operation—heat and power 
for scores of little everyday tasks i 

is the Ideal Home 
everything a home should & 


Discover the charms of a domestic electrical service 

»n addition to without further delay. There is none of the old 
dirt, dust and fumes, nothing té clean away or 

Economical too clear up. Just the touch of a switch 


Newspaper advertising to ‘‘ sell more ’’ will be an 
integral part of the dealer's campaign, only if a paper 
can definitely show a sound circulation amongst the 
classes whom the dealer wishes to address: he should 
always satisfy himself on this point. Presuming that 
he does so, £26 is a convenient sum to allocate to this 
section of the sales push. Ten shillings a week will 
buy two to two-and-a-half inches of space in single 
column in most metropolitan and provincial weeklies. 

What to say? It is absolutely vital that we get the 
user's point of view— what the user wants to know 
about electrical service, its charms and advantages, not 
what we necessarily feel like saying. (Compare con- 
trasting advertisements prepared to illustrate this 
article.) If, then, we list the selling points of domestic 
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electrical appliances, we have got the ground work of 
all our ‘‘ copy.’’ We find something like this: — 


Convenience: safety: cleanliness: no 

dirt, dust or fumes: economy: labour- 

saving : appearance ; simplicity. 
It is easy to add to the list, but eight give us enough 
talking points to be going on with. The individual re- 
seller may add to these as he likes, with the points of 
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ferably a drawing rather than a photograph, for the 
latter reproduces badly in newspapers), but he must 
state the size required to fit his space. 


W. BLANK & CO., 


Gtectricat.. 


his own service, as ‘‘ demonstrations gladly given in the Contractord, 

shop or home,’’ ‘‘ ease of access of the shop or show- 

21, BACK NUMBER STREET, 
Now, each week there should be something different Ineffective dealer advertising. It says nothing and contains 


said in the advertisement. Eight selling points provide 
eight copy changes, and the dealer is then in order in 
returning to the first, and so on through to the eighth 
again. Always to say the same thing is akin to lack 
of weekly change in the window display: the public is 
not taught to look for something fresh and unexpected, 
and so its interest wanes. Be original! 


What position! If the paper features a woman’s 
page—as so many up and down the country do to-day— 
the dealer, even if he has to pay 5 per cent. more for 
the guaranteed position, should stipulate somewhere on 
this page. Under other circumstances he may either 
judge for himself the most favourable position or seek 
the advice of the advertisement manager. 


What illustrations? An advertisement that is illus- 
trated arrests attention before the one that is not. In 
this connection the dealer can turn to any manufacturer 
of domestic electrical appliances and be morally assured 
of co-operation in the form of the loan of a block (pre- 


Kelvinator 


As the subject of electric refrigeration is very much 
to the fore just now, the photograph of Mr. E. R. 
Morton, who a few months ago 
took up the appointment of 
sales manager with Kelvinator, 
Limited, will interest our readers, 
Although he has never been on the 
retail side of the electrical in- 
dustry, he has during his lengthy 
experience been brought very 
closely into touch with it, and is 
thoroughly familiar with the re- 
tailer’s point of view, 

After early experience gained 
with a number of well-known 
manufacturing companies as con- 
tract manager, or in other capa- 
cities, he ‘joined the Sun Elec- 
trical Co., Ltd., as expert on 
special wiring systems. Later, 
for the same company, he devoted 
attention to the development of 
domestic electric appliances, the 
manufacture of ‘‘ Sun ’’ fires, the 
general sales of domestic appli- 
ances and special sales of the 
larger appliances, such as clothes- 
washing machines, dish-washing 
machines, vacuum cleaners, &c. ; 
subsequently he developed the 


Elliott & Fry] 


* 


E. R. Morton, 
Sales Manager of Kelvinator, Ltd. 


no reason for going to the dealer. further, the name should 
never appear at the top. 

Advertisements 1, 2 and 3 with these notes may ad- 
vantageously be discussed for several instructive points. 
lirst, the lay-out is the same in each. On a year’s 
contract this is far more efiective and compelling than 
‘* experimenting *’ with a variety of designs. Secondly, 
typography is also constant. This helps the reader in 
time to recognise our announcement. Thirdly, there is 
white space between the type and the border (the latter 
again the same). This is to obtain a ‘‘ clean ’’ looking 
space, not over-crowded. It is rigid attention to little 
points such as these that helps to extract the last ounce 
of selling power from the local dealer campaign. My 
fourth advertisement shows how not to advertise: the 
example is best torn out and buried. 


Final points on newspaper advertising for best 
vesults, and the sales-letter from all angles will form 
the subject of a second article. 


Refrigerators. 


of our readers may recall was his success in win- 
ning a motor-car offered by the Metropolitan-Vickers 
Electrical Co., Ltd., for the plan- 
ning of its advertising and sell- 
ing campaign for ‘‘ Cosmos”’ 
valves. He left the Sun Company 
to take up his appointment 
already referred to, with Kel- 
vinator, Ltd., a British company 
formed to develop automatic elec- 
tric refrigeration in the United 
Kingdom. Kelvinator, Ltd. (30- 
35, Drury Lane, Kingsway, 
London, W.C.2) is representing 
the interests of very large manu- 
facturers who have Canadian and 
American factories, and whose 
products cover not only the entire 
domestic field but also refrigera- 
tors in the commercial field, 7.e., 
all interested in foodstuffs, in- 
cluding butchers, grocers, hotels, 
restaurants, and many other 
trades handling perishable goods 
and products, such as chemists, 
druggists and a surprisingly 
large number of trades that re- 
[London. quire a definite degree of cold in 
some part of their manufacturing 
or storing processes. Kelvinator, 


Ltd., also manufacture ice-cream cabinets, milk coolers, 
refrigeration equipment for soda-fountains, &c. 


company’s radio branch until it reached very large 
dimensions. One interesting incident that some 
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Selling Lines for Retailers. 


T was only to be expected that the British Industries 
I Fair, both at Birmingham and London, should 
have produced many new lines of special interest 

to the electrical retailer, the dealer, and the small con- 
tractor. Such was the case; and those who failed to 
visit the Fair missed a splendid opportunity of becom- 
ing thoroughly up-to-date so far as the latest develop- 
ments in domestic electrical appliances are concerned. 
Many manufacturers held back new or improved lines 
until the Fair opened, many others showed advance 
samples of lines not yet on the market, and since the 
public were admitted to the Fair during certain hours, 
it may be safely assumed that there will be a demand 
from the consumer for many of these lines. In the 
space at our disposal, it is clearly not possible to review 
all of these new goods, and we must therefore content 
ourselves with describing some of those which appealed 
most to us as advantageous selling lines for the retailer. 


A NEW STYLE OF IMMERSION HEATER. 

An interesting exhibit was a combined immersion 
heater and switch, manufactured by Electric Fires, 
Ltd., of Norwich. As may be seen from our illustra- 
tion, fig. 1, this is an ordinary type of immersion 
heater, with a control switch in the cap, and the usual 
lead-in for connection to the supply. This, as may be 
appreciated, enables the power to be switched on or off 
near the liquid being heated, and thus effectively 
eliminates one of the common drawbacks associated with 
the ordinary type of heater. It is made with loadings 
up to 1 kW, whilst a similar type constructed on 
slightly different lines is made with loadings up to 
4kW. Another immersion heater manufactured by this 
firm should have good sales among small manufacturers. 
It is intended for heating water or oil in large tanks, 
into which the heater is lowered. The stems are made 
in lengths up to 6 ft., and are fitted with a watertight 
cable coupling and lifting loop, or with a screwed cap 
terminal box. The heating blades are at the bottom 
end, and are from 9 in. to 12 in. long, being protected 
from mechanical damage by a strong, removable guard. 


AN ACCIDENT-PROOF KETTLE. 

Exhibited on the stand of Messrs. Premier Electric 
Heaters, Ltd., of Birmingham, was an electric kettle of 
unique construction. The particular claims made for 
this kettle by the manufacturers are that it can boil dry 
without causing the slightest damage, the current being 
cut off when this stage is reached, and that it can be put 
into use again at the cost of a few pence only. The 
arrangement controlling this is simple, as will be seen by 
a reference to fig. 2. While the kettle is normally in 
use, a spring bridge is held in contact with the two 
connection plates by means of a sleeve nut screwed right 
home. Immediately the kettle boils dry, the spring 
bridge is released from the two contact plates and the 
current is cut off. To put the kettle into operation 
again, a new sleeve nut has to be attached, and spare 
ones are supplied with the kettle, which is constructed 
of solid heavy-gauge copper, and very substantially 
designed. 


A somewhat similar domestic utensil exhibited was 
the ‘‘ Cosmos ’’ electric saucepan, fig. 3, manufactured 
by Metro-Vick Supplies, Ltd. In addition to forming 
a useful adjunct to the electrically-equipped house, this 
saucepan can readily fulfil the requirements of the user 
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who cooks by means of a small oven with no hob facili- 
ties, and has thus a wide appeal. The body of the 
saucepan is constructed of copper of heavy gauge, and 
will withstand considerable rough usage; a hook is pro- 
vided at the end of the wooden handle for hanging pur- 
poses. The heating elements consist of resistance wire 
wound on mica and are designed to give uniform heat- 
ing. They are firmly secured by means of specially 
designed studs, which form a perfect mechanical and 
watertight joint, while a close and even contact is se- 
cured by a clamping plate, quick boiling thus being 
ensured. 


ELECTRIC FIRES. 

A large number of various types of electric fires were 
exhibited, many of which were constructed along new 
lines. A distinctive display was a complete range of 
the well-known ‘‘ Red Rose”’ fires, to which has been 
added a very small model of only 300 watts (fig. 4). 
In addition to general heating purposes, these fires can 
be used for toasting, boiling, frying, and so on, the 
copper refiector being capable of being tilted to any 
angle. ‘They can be wound for any ordinary voltage, 
and the element is strong and durable. They are made 
by Messrs. Sturge & Baker, Ltd. The ‘* Meracol”’ 
(fig. 12) manufactured by the Thermopath Co., Ltd., is 
an electric fire of simple design and low cost. It is 
fitted with two bar elements giving three heats, load 600, 
1,000 or 1,600 watts. The framework is of steel, and 
the finish either black stove enamel or Florentine 
brouze. 

An exceedingly attractive model of the reflector type 
of fire, and one particularly suitable for a lounge or 
reception room, was exhibited by Premier Electric 
Heaters, Ltd. With this a large amount of heat is dis- 
sipated from the bars in addition to the shell-back 
reflector. The four fire bars each consume 750 W, 
three being controlled by the switches in front and the 
fourth connected direct to the main terminals. The 
frame is of fine grain cast-iron, finished in rich copper 
bronze, oxidised silver or antique brass, and the re- 
flector is of solid copper with a tastefully figured sur- 
face, as may be seen in fig, 6. It has a maximum con- 
sumption of 3 kW and an approximate heating capacity 
of 3,000 cubic feet. 

Amongst the many electric fires designed to give an 
appearance of being a coal fire was the ‘‘ Falco Live- 
coal ’’ (fig. 7), made by the Falkirk Iron Co., Ltd. The 
effect in this case is helped by the manner in which the 
fire itself is raised from the floor in the Old English 
style. The fire exhibited had a ‘‘ period ’’ rustless steel 
dog grate, but there are smaller and less expensive 


models. 


AN ELECTRIC WASHING MACHINE, 

One of the few models of electric washing machines 
exhibited was the ‘‘ White Cap,’’ manufactured by 
Messrs, Beatty Bros., Ltd. This has been on the market 
for some considerable time, but we understand that 
several improvements have lately been incorporated, 
adding greatly to the simplicity of operation. 


To start the washer, once it is connected to the supply, 
one has only to close the lid, and to stop it the lid is 
raised. In this manner the need for an additional lever 
or switch is obviated. The wringer, too, does all its 
work from one position, one handle being used to start, 


a 
1 
Tr 
is 
y 
n 


Supplement to the 
EvecrricaL Review. 


stop or reverse it. The tub is made of 1} in. fir, 
thickly dressed, and the gear wheels are wide and heavy 
and are machine smoothed. The wringer frame is 
metal, solidly mounted at both ends, and the faucet is 
made of brass, nickel-plated, and is fastened by brass 
bolts. 

A rather different clothes washing device is the 
‘** Perco-Wash ’’ appliance, fig. 13, made by the Jackson 
Electric Stove Co. There are no moving parts in this, 
the working being done by the spraying of hot soapy 
water through a device fitted in the bottom of the tank. 


HOT-WATER TOWEL RAILS. 

An exhibit which should appeal to the discriminating 
and should sell readily in the more prosperous dis- 
tricts, was the ‘‘ Genii’’ electric hot-water towel rail. 
This is constructed of heavy-gauge, solid-drawn brass 
tubing, 1} in. in diameter, highly polished and nickel- 
plated. The heating is effected by immersers, a water 
filler, relief and water level valves also being provided. 
On the current being switched on, the heat generated 
causes the hot water to circulate by convection. The 
makers, Messrs. George Nobbs, Ltd., claim that these 
rails lose but little water, and that a cupful added every 
few months is sufficient. 


AN OPEN-COIL BOILING PLATE. 

Many varying types of cooking apparatus, from the 
most expensive stove to the small heater, were displayed. 
Among the latter was the Carron open-coil boiling plate, 
fig. 10, made by Carron Company. As will be seen, this 
has a casing of sheet-steel with a base, feet, terminal 
box and top of cast iron, and is finished in ordinary 
black. The open-coil heating element is mounted on 
special formers. It has been designed to meet the de- 
mand for something to replace the small gas ring which, 
while having an economical consumption, is yet suffi- 
ciently powerful to be capable of serious work. Having 
a loading of 750 W, it may be connected to any lamp- 
holder where the voltage is 2U0 or over. 

Another very interesting exhibit along these lines was 
the ‘‘ Jackson ”’ electric breakfast cooker, fig. 5, manu- 
factured by the Jackson Electric Stove Co., Ltd. The 
body of this cooker is of cast iron, hand black inside, 
and the hob is ground and polished. The loading is 
1,800 W, arranged for 3-heat regulation by means of a 
reciprocating switch. As will be appreciated, this 
enables the food not only to be cooked but also kept 
warm until ready for serving. 


AN ELECTRIC CLOCK. 


It must be admitted that up to the present the electric 
clock has not found great favour among householders 
because of the half-minute click, due to the use of a 
spring suspension. In the clock illustrated in fig. 8, 
however, this click is entirely absent. This is due to 
the special action that is employed, and the makers, 
Messrs. Gent & Co., Ltd., claim that it is as silent as, 
or more silent than, the ordinary timepiece. The 
movement need not be nursed into position, it takes 
practically the same energy to operate it, and it is as 
fermanently reliable as an ordinary impulse movement 
clock. It can, of course, work off the mains, and once 
installed requires but little attention. 


OTHER DOMESTIC APPLIANCES. 

Among the other domestic electrical appliances of 
interest to the retailer was the ‘‘ Patent Point ’’ electric 
iron, manufactured by the Coventry Electrical Acces- 
sories, Ltd The specia! feature of this appliance is 
the ‘‘ patent point,’’ consisting of special material in- 
serted in the nose of the iron, which enables the iron 
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to be used for at least half-an-hour without any current 
whatsoever, after the current has been switched on for 
about five minutes only. In all other respects it is 
similar to the usual type of electric iron. Another 
electric iron with a somewhat unusual feature is the 
** Komet,’’ made by Electric Heating and Hardware, 
Ltd. In the handle of this is an automatic switch which 
breaks the circuit immediately the handle is released ; 
at the same time, it offers no impediment to the user's 
grip, whether the iron is on or off circuit. This switch 
also enables the heat of the iron to be regulated as the 
work proceeds, no independent control being necessary. 
Should the iron be accidentally knocked over, the switch 
automatically breaks the circuit. The switch can be 
clearly seen in fig. 9. 

A cleverly conceived appliance 
electric tank belt (fig. 11), which was exhibited by 
Messrs. Santon, Ltd. This is a simple method of heat- 
ing water in the tank of an ordinary kitchen range. 
It consists essentially of a flexible metal belt with an 
asbestos-lined cover, which can be readily slipped over 
the tank and clamped with a chain and spring attach- 
ment. It is made in three loadings, 500, 750 and 
1,000 W, with sufficient flexible cord and a plug, ready 
to attach to fhe nearest heating socket. It is readily 
adjustable, and is so made that it will fit any size of 
tank. 

A new electric vacuum cleaner, exhibited for the first 
time, was the ‘‘ Turbinet Junior,’’ made by the British 
Vacuum Cleaner and Engineering Co., Ltd. This is a 
cheaper model of the ‘‘ Turbinet,’’ and is built along the 
lines made popular by Electrolux, Ltd. The nozzle is 
attached to the dust bag by a length of flexible tubing, 
the dust bag being totally enclosed and very light. All 
the usual variations of nozzle are supplied with the 
machine, which has a current consumption of jth unit 
per hour. 


A USEFUL WIRELESS BATTERY. 

A battery which should have good sales among wire- 
less enthusiasts is the ‘‘ Nife’’ h.t. accumulator. This 
was exhibited by Batteries, Ltd., Redditch. It is 
totally different from other wireless batteries in point 
of construction and principles of operation. Lead and 
acid are replaced by steel plates immersed in a steel- 
preserving alkaline solution. The active material of 
both positive and negative plates is completely enclosed 
between finely perforated steel strips, so that loss of 
capacity due to the shedding of material is not possible. 
The alkaline electrolyte serves only as a conductor, and 
as this does not enter into combination with the active 
materials, the specific gravity remains constant. The 
type H.T.124 has a capacity of 1,000 milliampere-hours 
(actual), a charging rate of 0.15 A for 10 hours, and 
an average pressure of 30 V. 

Another interesting wireless exhibit was the ‘‘ Touch- 
tone ’’ loud speaker, the product of Messrs. Gent & Co., 
Ltd. It is claimed that this instrument is capable of 
reproducing every note from the highest to the lowest. 
Its appearance is pleasing. 


A HANDSOME BOILING PLATE. 


A very attractive boiling plate was that exhibited by 
the Imperial Engineering Company, of Wolverhampton. 
When not in use, this appliance is somewhat similar in 
appearance to a fruit or rose bowl, and it fits in well 
with the decorative scheme of any room, although it has 
been made especially for use in a bedroom or on the 
dining table. Made with a nickel finish, it is light and 
strong, and has a consumption of 350 W. Its trade 
name is the ‘‘ Colonial.’’ 


> 


is the ‘‘ Santon’ 
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Fig. 1.—The Heatrae’’ Combined 
Immersion Heater and Switch. Fig. 2.—The “ Premier” Kettle 
Safety Device. 


Elec Rev 
Fig. 4—A Red Fig. 5.—The ‘Jackson’’ Breakfast 
Rose ’’ Electric Fire. Cooker. 


Fig. 8.—The ‘ Tangent” 
Electrically-operated Clock. 


ricaL Review. 


Fig. 3.—The Cosmos"’ Electric 
Saucepan. 


Pew 


Fig. 6.—The ‘ Premier” 
Electric Fire. 


Fig. 9.—The Komet 
Iron, 


Fig. 11.—A Santon’’ Water- 


heating Device. Fig. 12.—The Meracol’’ Fire. 
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Fig. 13.—The 
Jackson ‘“ Perco- 
Wash "’ Boiler. 
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News 


As a result of a note in the first issue of the ELEcrkicaL 
RETAILER AND DEALER we were able to provide Invitation 
Vouchers for the British Industries Fair at Birmingham for 
a considerable number of readers who applied for them. 

* * 


A Huddersfield firm of bootmakers has placed a switch 
outside its shop so that if, when it is dark, the public wishes 
to inspect the goods the window can be lighted and remain 
so for the space‘of one minute. Even allowing for the in- 
terest of small boys of the neighbourhood who naturally 
delight in pressing switches, the consumption of electricity 
for this novel piece of publicity is small compared with the 
continuous lighting of the premises. 


* * 


Glasgow Corporation Electricity Department has adopted a 
ten-year hire-purchase wiring scheme. During January it 
received 251 applications for the hire of domestic appliances, 
making the total to date 14,279. 


‘‘ Easy payment ’’ wiring schemes are also being introduced 
by Rhyl, Glitheroe, Southport, and other places. 


Tenders received by the London County Council for the 
wiring of three blocks of dwelling houses showed remarkable 
disparity. The lowest estimate was £1,267 and the highest 
£3,860 ! 


* * * 


Sir Duncan Watson, one of the members of the Central 
Electricity Board, which is now commencing its work, told 
the Batti-Wallahs in February that in his view we were on 
the threshold of the greatest electrical development this 
country had ever known. We believe that we have already 
crossed it, and are there already with immediate opportunities 
for every sound electrical trader. 


* * 


A new company has been formed, with a capital of £100,000, 
to manufacture electric cables at Addlestone, in Surrey. Its 
name : Century Cables, Ltd.; its address : 137, Victoria Street, 
London, $.W.1 


* 


Manchester Retail Traders, through their Association, have 
sent a strong protest to the Corporation against the selling 
of electrical apparatus by the Electricity Department. 


* * 


East Ham Corporation is purchasing 100 electric geysers for 
hiring to consumers provided the latter bear the cost of in- 
stallation. 


* * 


In February the Courts granted an injunction against G. 
Clynes & Co., of Leeds, for infringing the leading-in wire and 
eg lamp patents of the British Thomson-Houston Co., 


* 


Dealers will be interested in the monthly stock list of elec- 
tric motors issued by Messrs. Higgs Motors, of Witton, 
Birmingham; and a similar list of motors in stock for sale 
or hire by Messrs. E. P. Allam & Co., Ltd., of 107-109, Grays 
Inn Road, London, W.C.1. 


* * 


A monthly price list of various electrical appliances and 
accessories is issued by the Siemens & English Electric Lamp 
Co., Ltd., of 38-39, Upper Thames Street, London, E.C.4. 
Many varieties of bow! fittings and electric glassware are 
listed in catalogue No. 164 prepared by the same company. 
The ‘‘ Goblin,’’ ‘‘ Turbinet ’’ and ‘‘ Brivac ”’ vacuum cleaners 
are described in lists issued by the British Vacuum Cleaner 
and Engineering Co., Ltd., of Parsons Green, London, S.W.6. 
For shop-counter purposes, the British Thomson-Houston Co., 
Ltd., Crown House, Aldwych, W.C.2, has issued a coloured 
cardboard cut-out 18 in. high by 11 in. wide advertising 
““Mazda Pearl’’ lamps and a similar cut-out of B.T.-H. 
radio valves. A net trade price list of electrical accessories 
has been circulated by the Jeary Electrical Co., Ltd., of 
26-28, Lamb’s Passage, Chiswell Street, London, E.C.1. 
Donovan & Co., of Cornwall Street, Birmingham, have 
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brought out a priced catalogue of all kinds of electrical acces- 
sories, fittings, domestic appliances, &c. In three pamphlets 
issued by the Chloride Electrical Storage Co., Ltd., Clifton 
Junction, Manchester, illustrations and prices appear of radio 
‘‘mass '’-type batteries and Monobloc’’ automobile bat- 


teries. 
* * 


The Americans have their eye upon the expanding electrical 
market here, and a special ‘drive ’ by transatlantic manu- 
facturers may be anticipated. 


* * * 


Accrington and Sheffield have recently opened municipal 
electrical showrooms, and the Barking Council has applied for 
sanction to borrow money for the same purpose. 


* * 


Interest in electrical goods is being stimulated in many dis- 
tricts by local exhibitions. Basingstoke, Maidstone, Dum- 
fries, Cardiff, Newark, and several other towns in all parts of 
the country have recently held such shows. Some of these 
were in connection with the National Campaign, which is 
now drawing to a close, while some were purely local affairs. 

* * 


A number of electricity supply authorities are now with- 
drawing the temporary increases in their charges which were 
imposed during the coal dispute, while others are still further 
reducing their prices. Retailers in the towns affected should 
call the public attention to these reductions—it should lead 
to increased business for them. 


According to the Yorkshire Observer, an exhibition of mer- 
cury-vapour ultra-violet ray apparatus has been held at the 
Bradford Corporation’s electricity showrooms by the British 
Hanovia Quartz Lamp Co., Ltd. This is a good example for 
others to follow. 


* * 


“* Domestic Electric Refrigeration *’ was the subject of a dis- 
cussion opened by Mr. R. J. Mitchell, at an informal meeting 
of the Institution of Electrical Engineers in London on March 
2ist. Three days earlier Mr. N. E. Barber lectured on “ Re- 
frigeration ’’ at a London meeting of the British Electrical 
Development Association. 


* * * 


Speaking at the annual dinner of the Birmingham Electric 
Club, Mr. George Verity, M.I.E.E., chairman of Veritys, Ltd., 
referred to the era of great prosperity that was coming. 
Initiative and enterprise had placed the electrical industry in 
the forefront, he said. Household lighting, heating, and cook- 
ing would provide one of the greatest developments that the 
industry had experienced. 


* * 
The Happy Warrior. 


“Who is the happy Warrior? Who is he... 
Who doomed to go in company with Pain 
And Fear and Bloodshed, miserable train, 
Turns his necessity to glorious gain? ” 
—(WorpDswortTH). 


O, who would a contractor, 

The prey of the maker, the factor 
And the Company’s engineer, 
The butt of consultant and client, 
The milch-cow of wireman, reliant 

On him for his daily beer? 


With much less receiving than giving, 
The poor wretch relies for his living 
On the discounts for cash he geis 
When he pays cash—which is never; 
So in ways mysteriously clever 
He lives on his clients’ debts. 


And toiling with courage and vigour, 
In time he amasses a figure 
(Very much to his own surprise) 
Which helps him the workhouse to baffle— 
If only he’s able to snaffle 
A decentish Cross-word Prize! 
H.R.T. 


M 
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THE ICALL 
HAIR 
DRYER, 

or hot and 
cold air 
douche. 


£3 
(subject). 


Good Selling Lines with a Good Margin of Profit. 


Are you stocking these wonderful business builders? 


We are actual manufacturers of ICALL PRODUCTS which are the most up-to-date electrical appliances on the 
market. ICALL PRODUCTS are designed to meet the exacting demands of the discriminating buyer, and are 
built with that unerring accuracy and minute attention to detail that gives perfect service for many years. 


Hairdressers, Beauty Specialists, the Medical Profession, and the Public are now PURCHASING ICALL PRO- 
DUCTS from ELECTRICAL DEALERS. Don’t miss this great opportunity of increased business. Stock ICALL 
PRODUCTS without delay. 


FREE TO THE TRADE 


Every dealer should write for a copy of our beauti- 
fully illustrated catalogue. It is a most compre- * 
hensive guide to all ICALL ELECTRICAL 
APPARATUS, and a book from which your 
customers can easily order their requirements. 


11, LITTLE SAINT ANDREW STREET, 


Phone : Gerrard 0368-9. and at 33a, GORDON STREET, GLASGOW. Wellington, N.Z. 
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Supplement to the 
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Attachments include :— 
No. 1. 8 feet of 1, in. covered hose-pipe flexible 
and light for using attachments. 

No. 2. Nipple for connecting attachments 3 or 4 

to hose. 
No. 3. Nozcle for cleaning furniture, upholstery 
4. 


mattresses, etc. 


No. Brush for clothes, woodwork, picture 
rails, etc. 

No. 5. Hose connections jor connecting hose to 
machine. 

No. 6. Extension handle to reach high positions 

No. 7. Attachment for cleaning books, radiators 


inside pianos, etc. 


The Cadillac has been primarily designed to enable 
the housewife to conduct all house-cleaning operations 
from one source. This has been successfully achieved 
by the incorporation of an oversize ball-bearing 
t-h.p. motor and careful designing of the head. The 
great suction power of the motor enables all attach- 
ments to be used for every operation with the best 


Price £14 10s. 


So much like 


other electric 
cleaners—yet 


so different. 


possible results, whilst the actual fixing of the 
attachments is simplicity itself. 
There is nothing to go wrong with the Cadillac Electric 
Vacuum Cleaner, it does not require oiling, and 
seldom needs adjustment. Demonstrate its efficiency 
to your customers and prove its claim as the 
“Master of all Cleaners.” 


Attachments £2 10s. 


METRO-VICK SUPPLIES, LTD., 155, Charing Cross Road, LONDON, W.C.2. 


illustrations below show :— 


3. Rear roller adjustment for 
raising or lowering nozsle for 
any rug nap thickness. 


1. Comfortable handle and trigger 
switch, 4. Sejt-hair detachable brush picks 
. Sejt-hair detachable brus 

2. Shows how simply hose con- up. lint and threads without in- 
nects direct to fan chamber, no juring rug nap. 
loss of suction. § 
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Vacuum Cleaner 
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